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| Sparks | 


Free ads for ex-service men. See 
page three. 
* ¢ 
Look for important increases in 
heavy-duty tire production in De- 
cember. 
* * - 


Shortage of castings for military 
trucks may soon force a cut in 
castings for farm machinery. 

* * * 


DSC says government’s two oil 
pipelines are returning net profit 
of $100,000 a day, but notes that 
government’s oil transportation 
program is nearly $250,000,000 in 
red. 

*« * * 


Keep Forms! 

Because OPA isn’t clear on the 
further need for tire-inspection 
records, dealers are warned by 
PATA to obtain and deliver tire 
registration forms on all car trans- 


fers. 
* ” z 


Reminder 

Since used car ceiling prices drop 
four percent on Dec. 31, dealers 
are urged to start talking to owners 
about the fact. 

It may help you to buy some cars 


next month. 
= * * 


Apology... 

To Scott A. Rogers (Studebaker- 
Hudson), Cleveland, new president 
of the Ohio Automobile Dealers 
Assn., for the error in page-one 
caption of Automotive News’ Nov. 
13 issue, which listed him as R. A. 
Scott. 

Sometimes even our correspond- 
ents can make errors. 

s* ££ & 


At Last 

City Solicitor A. E. Lord, of 
Vancouver, B. C., points out this 
feature of a proposed “backseat” 
driver traffic by-law under con- 
sideration by the City Council: 

“Tf a husband wants, he can 
take action against his wife under 
the clause that says no passenger 
shall do any act which will inter- 
fere with the driver’s proper con- 
trol of the car.” 

* . © 


Car Tests Loom 

Compulsory motor vehicle in- 
spection in Michigan is shaping up 
as a possibility in a five-point pro- 
gram sponsored by traffic safety 
leaders which they may present to 
the 1945 state legislature. 

The proposed program is ex- 
pected also to include central 
driver licensing; raising the mini- 
mum driver license age from 14 to 
16 years; legal definition of the 
amount of alcohol needed in a 
driver’s blood to establish intoxi- 
cation, and classification of rules 
of driving affecting divided high- 
ways. 

~ «x ” 


) Next Fall? 


Decision in the German war may 
not come until next fall and “we 
can’t hope for occupation of the 
Japanese home islands until 18 
months to two years later,” Hanson 
New York Times 
military editor, told several hun- 
dred automotive officials in Detroit 
last week. 

Brig. Gen. Julius Ochs Adler, re- 
turning to the newspaper after 
four years in overseas. service, 
pleaded for tolerance and under- 
standing for returning servicemen 
and urged listeners to help veter- 
ans fit themselves into civilian life. 
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Automotive News, the Newspaper of the Industry, recognizes 
that spot news in wartime is more important to its subscribers 
than in peacetime. This is especially true since AuTtomotivs News 
has broadened its editorial policy to include also ordnance and 
aircraft news. To fulfill its 52-times-a-year obligation, AuTromoTive 
News publishes this Digest Edition. Necessarily, the news in 
this edition will be condensed. Alternate weekly editions, how- 
ever, will carry news, illustrations, regular departments and 
advertising as heretofore. 

(Next Regular Edition, Including Truck Section, Nov. 27) 
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34% of Dealers Quit Used Car Field 


NADA Survey Blames Price Ceiling for Mounting Mortality Rate; 
Service Rehabilitation Program Mapped for Dealers; 
San Antonio Sales Are Held in Line 


Of 449 dealers polled in the third 
survey by NADA, approximately 
162, or 34 percent, have abandoned 
the used-car business entirely be- 
cause of the price ceiling, it was re- 
vealed last week. The survey further showed that used-car 
inventories dropped 61 percent in units and 66 percent in 
dollars from the period, July 10-Oct. 15 


Consolidated reports from the 449 dealers showed that 
used-car sales expressed in units for Sept. 4-16 were 1.9 
below “as is” ceiling; 1.8 at “as is” and 3.5 warranted. For 
Sept. 18-30, sales were 2.2 below “as is,” 1.8 “as is” and 
3.6 warranted. For Oct. 2-14 they were 2.0; 1.9 and 3.8. 
Of used-car purchases for Sept. 4-16, 2.8 were at “as is”; 
2.6 below “as is” with an average of $114.63 below “as is.” 
Sept. 18-30 purchases were 2.7 at “as is”; 2.6 below “as is” 
with an average of $112.30 below “as is.” Oct. 2-14 pur- 
chases were 2.5 at “as is”; 2.4 below “as is” for an average 
of $134.04 below “as is.” Total purchases for the whole 
period were 15.6 against sales of 22.5. The used-car inven- 
tory priced at “as is” ceiling on Sept. 2 was 11.74 units at 
$7,606; for Oct. 14 it was 10.19 at $6,726. The decline from 
June 10 to Oct. 14 was 16.10 units and $13,117, or 61 and 
66 percent respectively. Average reconditioning costs on 
cars purchased since July 10 (exclusive of wrecks or sub- 
stantial collision damage) were $89.30 for 1942 models; 
$116.77 for 1941s; $99.70 for 1940s; $82.59 for 1939s; 
$76.76 for 1938s; $75.72 for 1937s and $63.07 for models 
older than 1937. . 

x k * 


NADA’s Postwar Planning committee, 
NADA to Study meeting in Chicago this week, will dis- 
Rehabilitation cuss developments in its factory-dealer 
Plan for Dealers conference program and take up a plan 
for the rehabilitation of dealer service 
departments, Arthur Summerfield, chairman, told AUuTo- 
MOTIVE NEWs last week. In furtherance of its recently- 
announced program for factory-dealer conferences to iron 
out postwar relations problems, the committee will be 
asked to approve the appointment of subcommittees to 
contact individual factories. 

If approved. the service program will be presented to 
dealers at NADA’s annual convention in January, along 
with the association’s first annual Service Show. The 
analysis will provide basic information for dealers to deter- 
mine their postwar service potential, basic equipment and 
facility needs, etc., on a voluntary basis. Summerfield 
believes it is up to dealer organizations and its members 
to analyze their own problems, instead of depending solely 
on factory suggestions. The committee will also tackle 
the new surplus disposal act, to determine needed changes. 


x wk * 


Used-car sales in San Antonio for 
October, as reported by the mem- 
bers of the San Antonio Automo- 
bile Trade Assn., were slightly 
under those for the preceding 
month, but reflected the policy of dealers to carefully hold 
sales in line, insuring continued stocks for some time to 
come. The report shows 415 cars on hand at the start 
of the month with sales of 191 units, for a unit turnover of 
46 percent as compared with 48 percent for September. 
The turnover value was 57 percent against 59 percent for 
the preceding month, and there -were 373 cars on hand at 
the end of the month. In September there were 193 cars 
sold, while in October, 1943, there were 178 cars sold. 
Stocks have receded, with 479 cars on hand at the end 
of October, 1943. A few cars are brought in each month, 
however, with the majority of these being comparatively 
late models in fair to good condition. Service operations 
and the sale of parts and accessories continue at a satis- 
factory pace. 


Used-Car Business 
Abandoned by 
Third of Dealers 


San Antonio Dealers 
Keep Sales in Line 
To Insure Supply 


Wis. Dealers Favor Licensing; 


Differ With Pa. Poll 


MADISON, Wis.—A ringing endorsement of their own state 
licensing law and a vast difference of opinion with Pennsylvania 
dealers, who have none, were registered last week by dealers in 
Wisconsin. Both Wisconsin and Pennsylvania dealers, however, 
were overhelmingly opposed to federal licensing of dealers and 
manufacturers. 

In a survey conducted by the Wisconsin Automotive Trades 
Assn. upwards of 80 percent of its members expressed favor for 
state licensing of all branches of the automotive business. The 
Wisconsin figures compare with “yes” votes of only 45 percent 
in Pennsylvania. 

The Wisconsin poll was based on a survey held in August by 
the Pennsylvania Automotive Assn. 

While Wisconsin has been operating under a state licensing law 
for several years, Pennsylvania has no such law. WATA interprets 
the sentiment of its members as an overwhelming endorsement 
of the state’s licensing program. 

In Wisconsin, 93 percent of the dealers favored state licensing 
of retail dealerships, as compared with 50 percent in Pennsylvania. 
Although only 45 percent of the Pennsylvania dealers approved 
licensing of automobile manufacturers by the states, fully 81 
percent of the Wisconsin dealers expressed approval. 

On other questions, the two sets of dealers were in consistent 
agreement. 

Wisconsin dealers voted 76 percent for the abolishing of MPR 540 
after the war, 92 percent against new-car rationing and 73 percent 
against federal control of auto plants after the war. On the same 
questions, Pennsylvania dealers registered 71 percent, 91 percent 
and 59 percent. 

‘ — results of both the Wisconsin and Pennsylvania surveys 
ollow: 

Question No. 4—Do you believe the following should be 
licensed by the United States government? 


Yes No 
Penn. Wis. Penn. Wis. 
(a) Automobile manufacturers 40% 60% 
(b) Distributors T% 38% 62% 
(c) Retail dealers 38% 62% 
(d) Sales finance companies To 47% 53% 
(e) National and state banks % 60% 10% 
(f) Small loan companies 56% 44% 
Question No. 5—Do you believe we should have a state licensing 
law governing the following? 
Yes No 
Penn. Wis. Penn. Wis. 
(a) Automobile manufacturers % 81% 55% 19% 
(b) Factory branches % 83% 54% +=17% 
(c) Factory representatives % 80% 56% 20% 
(d) Distributors 0 =BA% 52% 16% 
(e) Distributors’ branches 87% HG 13% 
(f) Distributors’ representatives ..... 83% 57% 17% 
(g) Retail dealers 93% 50% 17% 
(h) Sales finance companies Yo 93% 39% %% 
(i) National and state banks 90% 40% 10% 
(j) Small loan companies 93% 36% %T% 
Question No. 8—What regulations would you favor continuing? 
Price ceilings: an No 


Wis. Penn. Wis. 
New cars and trucks 29% 24% 31% 6% 
Used trucks Io 19% 81% 81% 
New tires and tubes 29% 24% 1% 16% 
Used tires and tubes To 19% 82% 81% 
Parts and accessories 26% 20% FA% =80% 
Gasoline . 28% 220% 72% 80% 
Wages and salary lo 19% 82% 81% 
Service charges Y Go 2% 80% 80% 
Financing: 
New car terms 9% «IAN 35% 26% 
ee 3% 34% 35% 26% 
Open account terms 1% =A 39% 26% 
Gasoline terms To TA% 50% 26% 
Miscellaneous ‘ , 

Yes No 


Penn. Wis. Penn. Wis. 
New car rationing 9% 8% 91% 92% 
New truck rationing ae | 8% 91% 92% 
New tire and tube rationing 1% 8% 93% 97% 
Used tires rationing 5% 3% 95% 97% 
Parts inventory limitation 6% 0% 94% 100% 
Question No. 9—Do you think the annual output of automobile 
manufacturers should be controlled by the government after the 

war, to prevent over-production and its attendant evils? 

Yes No 
Penn. Wis. Penn. Wis. 
42% 27% 58% 13% 
(Continued on Page 2, Col. 1) 
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PAA Little Conventions 
Meeting With Favor « 


HARRISBURG. -- The Pennsyl- 
vania Automotive Assn.’s “Little 
PAA Conventions” are meeting 
with marked success throughout 
the state, it was revealed last week 
by Claude Klugh, association man- 
ager. 

The idea of the little conventions 
was conceived because many 
dealers were unable to attend the 
regular convention. Little conven- 
tions have already been held in 
Scranton and Bethlehem. Others 


Gillespie Wins 
Seat in Congress 


DENVER.--Dean Gillespie, Den- 
ver automobile dealer and former 
president of the Colorado Motor 
Vehicle Assn., was reelected to the 
House of Representatives in Wash- 
ington, over Charles A. Graham, 
former head of the War Labor 
Board here, by a vote of 84,835 to 
78,886. 

Gillespie has _ served _ several 
months in congress since he won 
at a special election last spring to 
fill a vacancy. 


on the schedule are Washington, 
Pa., George Washington Hotel, Nov. 
27; Greensburg, Penn Albert Hotel, 
Nov. 28, and Johnstown, Fort 
Stanwix Hotel, Nov. 29. 

In the little conventions, Ray 
Chamberlain, executive secretary 
of NADA, covers the national situa- 
tion; R. C. Jones gives the high- 
lights of his talk on postwar auto- 
mobile financing dnd also covers 
briefly the talks given by Lee 
Moran on surplus automotive 
equipment; Mrs. Alice Glazier, of 
the Buffalo Better Business Bu- 
reau, and Ruel Logan, of Weaver 
Mfg. Co., on service. 

Klugh gives a condensed report 
of the PAA Postwar Planning Com- 
mittee, and the highlights of the 
talks delivered at the regular con- 
vention by J. E. Wolfington, PAA 
director, and N. C. Dezendorf, di- 
rector of the distribution staff of 
General Motors. 

At the first two meetings, 148 
dealers attended the Scranton 
meeting and 224 dealers and 15 
bankers attended the Bethlehem 
meeting. The banking interest 
stems from Jones’ talk on postwar 
automobile financing. 


| Used-Car Dealers 


Mount in Boston 
BOSTON.—One result of the 
present situation in used cars 
is the increasing number of 
dealers who have gone into the 
In Boston and its 


business. 
suburbs some former salesmen 
have resigned to go into busi- 
ness on their own account. Gen- 
erally they have leased show- 
rooms but have no parts and 
service divisions. 


Obituaries: 
George Graham 


e * e . 
Dies in Miami 
MIAMI, Fla.—The automotive in- 
dustry lost one of its most colorful 
men in the passing of George 
Graham, who died at his home here 
Nov. 15. Graham first made history 
as the automotive editor of the 
former Philadelphia North Ameri- 
can back in 1910. Later he was 
vice-president of Pierce Arrow Mo- 
tor Car Co. and president of 
Willys-Overland Co. 
Graham was also recognized as 
one of the early authorities and 
pioneers of automotive transporta- 





tion and was given credit for the | is on the critical list,’ Boeschen- 
development of the truck in its| stein said. “In the last four 
early stages. An excellent and; months we have increased pro- 


powerful speaker, Graham for | 
years represented the automotive | 
industry on all of its presentations | 
and appearances before Congress. | 
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‘Must Boost Truck Output, 
WPB Tells Manufacturers 


900 heavy trucks each week. Tire 
wear is higher than had been 
expected, because of lack of ex- 
perience with new types of tires, 
plus the fact trucks are operat- 
ing off the highway and over 
rough coral.” 

Charts showing what has been 
done in the truck program and 
what still must be done were dis- 
played. Boeschenstein told the 
manufacturers every moment pro- 
duction is delayed will delay Vic- 
tory. 

Going around the table, Boe- 
schenstein called on_ individual 
manufacturers to tell of their prob- 
lems. H. M. Coale, Autocar Co., 
said manpower was their biggest 
problem. E. J. Bush, Diamond T 
Motor Car Co., said the bank of 
engines this firm had in reserve 
was being used up and asked for 
more materials to be made avail- 
able. J. C. Keplinger, Hercules 
Motors, listed such short compo- 
nents as cylinder blocks, cylinder 
heads, water pumps, and crank- 
shafts and bearings. This was 
holding up engine production, he 
said. 

John H. Middlekamp, director, 
WPB Automotive division, stated 
that no engine manufacturer in the 
country was producing up to ca- 


DETROIT. — Heavy-heavy truck 
production has increased 35 per- 
cent since last June but schedules 
must be increased sharply during 
the next three months, truck 
manufacturers, component makers 
and foundry representatives were 
told by War Production Board 
officials here last week. 

Problems of individual manufac- 
turers, bottlenecks causing delays, 
steps being taken to overcome the 
problems, and the manpower situa- 
tion was covered in detail with 
each manufacturer, in a “round- 
the-table” clinic. 

Harold Boeschenstein, deputy 
vice-chairman for operations of the 
WPB, and a panel consisting of 
the heads of all production units 
of WPB, as well as top staff offi- 
cials of the War Manpower Com- 
mission, Washington, Army and 
Navy officials, and government 
agencies were among those attend- 
ing. 

ewot the five billion dollars 
worth of war production a month 
now being carried on, one billion 































duction of heavy-heavy trucks 35 
percent; we’re making progress, 
but we still haven’t enough 
trucks. The Army is wearing out 






























Wisconsin Dealers Favor State Licensing Law 


(Continued from Page 1) 


Question No. 12—Do you think factories should agree that before 
franchise is offered certain reasonable capital requirements should 
be met? 


Yes No 
Penn. Wis. Penn. Wis. 
95% 98% 8% 2% 


Question No. 183—And, if the capital requirements are met, do 
you think it should be agreed that a proper potential exists for 
the earning of a fair return in an average year? 


Yes o 
Penn. Wis. Penn. Wis. 
97% 98% 8% 2% 


Question No. 14—What change would you want YOUR factory 
to make in their contract or selling agreement? 


Yes No 
Penn. Wis. Penn. Wis. 

(a) More equitable contract or 

selling agreement ................... 18% 89% 22% 1% 
(b) Repurchase clause ............. 119% 95% 28% 5% 
(c) Protection against unfair 

competition with dealers handling 

the same make of car .............. 89% 98% 11% 2% 
(d) Right to determine your 

RN ME do hore hs 05 30h Alene asks 19% 92% 21% 8% 
(e) Protection against over-production 

and consequent forced deliveries.... 91% 100% 9% 0% 


Question No. 15—What kind of a cancellation clause do you 
think your contract or selling agreement should contain? 


Yes No 

Penn. Wis. Penn. Wis. 

(a) Factory to assume all losses 
covered by liquidation .............. 

(b) Factory to buy back at cost, 
vehicles, parts and accessories ..... 
(ec) Factory to buy back (less govern- 

ment depreciation allowance) all 

equipment (special) which they 
required dealers to buy 91% 87%% 9% 12%% 
Question No. 16—Do you approve of your factory selling their 
product to anyone other than their established dealers, such as has 
been done in the past, to federal government and sub-divisions 

thereof, to fleet owners, etc? 


62% 
97% 


60% 38% 


3% 


40% 


98% 12% 


er ee 


Yes No 
Penn. Wis. Penn. Wis. 
11% 4% 89% 96% 


Question No. 17—Do you favor a service charge to be paid by 
dealers delivering cars in your territory? 


Yes No 
Penn. Wis. Penn. Wis. 
19% 84% 21% 16% 


Question No. 18—Do you sell labor on (a) straight hourly basis, 
Penn. 44%—Wis. 42% or (b) flat rate, Penn. 56%—Wis. 58%? 

Question No. 20—Do you favor the factory having the right to 
say at what price you should sell repair labor? 


Yes No 
Penn. Wis. Penn. Wis. 
15% 5% 85% 95% 


Question No. 22—Do you believe your factory should publish 
repair rates and require you to sell at their suggested rates, by 
furnishing fleet owners and other copies of such rates? 


Yes No 
Penn. Wis. Penn. Wis. 
14% 2% 86% 98% 


Question No. 23—Do you, or your factory set the rates at which 
you sell repair labor? 


Factory Your Own 
Suggested Rate 
Penn. Wis. Penn. Wis. 
38% 26% 62% IA% 


Question No. 24—Do you believe your factory should have the 
say as to who should receive discount on parts installed in your 


shop? 
Yes No 
Penn. Wis. Penn. Wis. 
1% 0% 938% 100% 


Question No. 25—Should your factory tell insurance companies 
and fleet owners that are entitled to receive a discount on parts 
installed in your shop, and thus commit you to give it? 


Yes No 
Penn. Wis. Penn. Wis. 
8% 0% 97% 100% 


Question No. 26—Do you believe your factory should have the 
say as to discount to be given wholesale parts buyers, on parts sold 


over the counter? Yes No 
Penn. Wis. Penn. Wis. 
14% %% 86% 93% 


Question No. 28—Do you think the factory and the distributor 
should cooperate with the dealer in disposing of his inactive parts? 
(Such as informing you of the names of other dealers when they 
order from factory what you have in stock.) 


Yes No 
Penn. Wis. Penn. Wis. 
95% 98% 5% 2% 
Question No. 29—Do you follow 100% factory accounting 
procedure? Yes No 
Penn. Wis. Penn. Wis. 
68% 52% 32% 48% 


Question No. 30—Could you suggest any change in the account- 
ing forms provided by your factory? 


Yes No 
Penn. Wis. Penn. Wis. 
28% 55% 171% 415% 


Question No. 32—Does your factory require you to use their form 


of accounting statement? Yes No 
Penn. Wis. Penn. Wis. 
59% 52% 41% 48% 


Question No. 383—(b)—Do you prefer a uniform system which 
may be prepared for the industry? 


Yes No 
Penn. Wis. Penn. Wis. 
98% 88% 2% 12% 


Question No. 35—Do you believe in factory-owned and/or 


subsidized dealerships? Yes No 
Penn. Wis. Penn. Wis. 
8% 2% 97% 98% 


Question No. 86—Is this unfair competition, and hazardous to 


your investment? Yes o 
Penn. Wis. Penn. Wis. 
90% 98% 10% 2% 


Question No. 38—Do you believe in maintenance of factory 
established prices on: 


Yes No 
Penn. Wis. Penn. Wis. 
IN Na 8 Ne a Soe he ene 93% 96% 1% 14% 
gine a i Mi en 97% 96% 38% 4% 
PN i ig aaa Lae i ere 93% 96% 1% 4% 
CO) NN es sia ssbee cabuae veces 95% 96% 5% 4% 


Question No. 42—Would you agree to sell your junker to joint 
dealer or factory controlled outlets in order that these “vehicles” 
could not come back on the market and be traded-in again to you, 
taking some of your profit each time the junker is traded to you? 


Yes No 
Penn. Wis. Penn. Wis. 
93% 93% 1% %% 


Question No. 44—Do you think ANY appraisal book reflects the 
real correct market value of vehicles in your territory? 


Yes No 
Penn. Wis. Penn. Wis. 
43% 30% 57% 10% 


Question No. 45—Would you be satisfied to continue operating 
under Regulation W, which governs sales finance companies, 
national and state banks, dealers and small loan companies, under 
Federal Reserve control in order to protect you and other dealers 
from dangerous extension of terms usually inconsistent with the 
safe conduct of the financial end of your business—if modified from 
time to time to meet changing conditions? 


Yes No 
Penn. Wis. Penn. Wis. 
8A% 938% 16% %% 









pacity and that production could 
be increased, if castings were avail- 
able. 


G W. Cannon, Campbell Wyant 
& Cannon Foundry Co., Muske- 
gon, reviewing the castings situa- 
tion, said that his plant was up 
to schedule in three foundries 
and only short on one casting, a 
camshaft. He stated that inspec- 
tion on castings was too severe 
and that the castings which had 
to be scrapped were holding up 
production. He asked that the 
foundry industry be told what 
was wanted, and how much, and 
given the opportunity to produce 
it. 


Boeschenstein declared WPB has 
a deficit of 20 percent on motor 
blocks which it cannot even place, 
because of lack of foundry facili- 
ties, and that “We’re not out of 
the woods yet.” He referred par- 
ticularly to military truck produc- 
tion, and said WPB was not in- 
terested in civilian production, at 
the moment. - 


I. B. Babcock, president, General 
Motors Truck & Coach division, 4 
said that if his plant gets on 
schedule they would be caught up 
by next May and that they had no 
orders beyond that time. If more 
orders were to be placed he said 
they should be placed now, tog 
permit ample lead time for found- 
ries. He was assured more orders 
would be placed throughout the 
industry but that procurement 
services had been slow in getting 
paper work completed. Babcock @ 
stated that in the last 60 days 
700 workers at his company had 
quit and left the area, due, he said, 
to a feeling the war was over and 
to publicity on cutbacks and other 
things which led to false optimism. 

Improvement in the axle hous- 
ing situation and in several com- 
ponents were reported by other 
manufacturers, although all stated 
they were “not out of the woods @& 
yet.” The foundry problem con- 
tinues to be the major bottleneck. 


Kirkpatrick Heads 
NSPA; Other 
Officers Named 


CHICAGO.—W. D. Kirkpatrick, 
of the American Chain Co., York, 
Pa., has been elected president of 
the National Standard Parts Assn. .. 
for the coming 12 months, it is == 
announced. 

Chosen senior vice-president was 
Franklin C. Bradley, Connecticut 
Bearings Co., Inc., New Haven, 
Conn., and elected junior vice- 
president was C. S. Rogers, P & D 
Manufacturing Co., Inc. Long 
Island City, N. Y. 

Six new directors elected at the 
meeting, which terminated the 
NSPA convention here, were: 
wholesalers—C. H. Mountjoy, J. 
Leonard Gibson, G. W. Klein- 
schmit and George G. Korshin; 
manufacturers—Ira Saks and A. C. 
Darling. 
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U. S. Road Aid in 
® Chicago Parley 


e 
n an WASHINGTON. — The current 
x- status of passenger car transporta- 
s, tion will be surveyed at the forty- 
Le ~~ second meeting of the American 
rr Automobile Assn. in the Palmer 
House, Chicago, today and Tues- 
°n m™ day. 
and This survey, according to Thomas 
s- a. FP. Henry, president of the AAA, 
1e will be based on reports from dele- 
o- gates representing 644 AAA 
Ce. branches throughout the United 


States. 


The convention will pass on two 
major policy issues. The first deals 
with the type of federal-aid high- 
way legislation to be set up for the 
postwar period. The second con- 
cerns the extension of financial- 
responsibility legislation, which 
was first developed by the Ameri- 
can Automobile Assn. in 1928 and 
which is now embodied in legisla- 
tive acts in 34 states, the District 
of Columbia, Hawaii and eight 
Canadian provinces. 


” 


a testimonial dinner to be tendered 
Thomas P. Henry in recognition of 
service to the American Automo- 
bile Assn. Henry has been president 
of the AAA since 1923. He is also 
vice-president of both the Inter- 
national Assn. of Recognized Auto- 
mobile Clubs and the Federation of 
Inter-American Automobile Clubs. 


Other business to be transacted 
at the convention includes election 
of national officers and the selec- 
tion of members of the board of 
directors and executive committee. 


Goodrich Offers 


New Car Tire 


AKRON. — The first new-design 
passenger car tire produced and 
marketed by a major rubber com- 
pany since the start of the war 
was announced here last week by 
B. F. Goodrich—a mud-snow “shoe” 
with button-bar tread pattern. 


The tire is primarily designed for 
combination road and off-road 
service, said J. A. Hoban, mer- 
chandise manager of the com- 
pany’s tire division, and is calcu- 
lated to be of special usefulness to 
farmers, rural mail _ carriers, 
ranchers, salesmen and _ utility 
service men. The tread has been 
engineered to impart maximum 
traction on slippery, snowbound 
highways and rutted, mud-clogged 
side roads while still rolling 
smoothly on hard improved high- 
ways, on either front or rear 
wheels, Hoban said. 


The tire is being produced in 
both four- and six-ply types in the 
6.00 x 16 size, in six-ply for the 
6.25-6.50 x 16 size, and in four-ply 
for the 5.25-5.50 x 17 size. 




























N. H. Returns Mixed 


For Auto Men 


CONCORD, N. H.—(UTPS)—Two 
men well known in the New Hamp- 
shire automotive business_ split 
even in the results of the recent 
election, one of them being elected 
to office and the other defeated. 


The winner, Curtis C. Cummings, 
owner of a Chevrolet dealership 
in Colebrook, was elected as a Re- 
publican member of the State sen- 
ate from the second district. Hugh 
D. O’Dowd, who operated an auto- 
mobile supply business here from 
1914 to 1930 and now operates a 
gasoline station, was defeated as 
the Republican candidate for sher- 
iff of Hillsborough county. 




























Olds Appoints Carlson 


Public Relations Head 


LANSING, Mich.— Announce- 
ment of the appointment of Les F. 
Carlson as director of public rela- 
tions for Oldsmobile, was made 
last week by S. E. Skinner, general 
manager of Oldsmobile. 

Skinner also said that a - 
Burns has been named manager of 
plant promotion. Carlson has been 
a member of the Oldsmobile ad- 
vertising department for the past 
three years and prior to that time 
was associated with D. P. Brother 
Co., Inc., Oldsmobile advertising 


“counsel. 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 
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NS 


SERVICE MANAGER for large Ford| The best 


Dealership located in city of 200,000. 
Must be capable of taking complete 
charge of service department. Good post- 
war future in pleasant working condi- 
tions. Attractive salary. Standard Auto 
Co., Grand Rapids, Michigan. 





Perienced man to direct purchases of a 
substantial automotive manufacturing 
concern. Must be capable, experienced, 
and of top-flight executive ability. Will 
pay liberal salary in proportion to ability. 
State experience and qualifications. Box 





810, c/o Automotive News, Detroit 2. 
PARTS MAN. Experienced, for large 
Chrysler and Plymouth dealer near 


downtown district. Real postwar oppor- 
tunity for capable party. Write giving 
full particulars. Martin J. Kelly, Inc., 
940 N. Clark St., Chicago, Ill. 





BOOKKEEPER & OFFICE MANAGER— 


for large and progressive Ford dealer- 
ship near Philadelphia. Good salary and 
opportunity to share in profits. Reply, 
giving full details regarding experience 
to Box 812, c/o Automotive News, 
Detroit 2. 





WANTED: EXPERIENCED Chrysler prod- 


ucts parts man. Wolfington Motors, 
3427 Chestnut St., Philadelphia. 





MECHANICS, BODY AND FENDERMEN 


—Permanent job, wonderful climate. 
experienced, you 
month or more. 

Motor Company, 
Diego, California. 


If 
can make $350 per 
Ford dealer. Pearson 
1202 Broadway, San 





ONE EXPERIENCED FORD MOTOR RE- 
BUILDER. Can make from $75-$100 a 
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AUTO AUCTION 
every Friday 


lace te b er sell, in the 
Middle West. a 


DEALERS ONLY 
We will buy your complete steck, 
call or wire, 


ART WATSON 
$215 Reading Rd. Cincinnati, O 


WANTED: PURCHASING AGENT. Ex- 





NEW CARS WANTED. Will buy 1 to 
100. Write giving make, model, equip- 
ment, ceiling price and price you want 
for each unit. KNOP-SCHAEFER 
SALES CO., 915 N. Illinois, Indianapolis, 
Ind. Riley 0827. 








DEALERSHIP WANTED 


LARGE SOUTHERN FINANCE COM- 
PANY will assist in -the purchase of 
good dealerships, South preferred. We 
have several buyers. Replies treated in 
strict confidence. Box 762, c/o Auto- 
motive News, Detroit 2. 








WANTED DEALERSHIP in Pennsylvania 
or New Jersey. Will invest 30 to 40 
thousand or will buy half interest. Box 
809, c/o Automotive News, Detroit 2. 





EXPERIENCED EXECUTIVE, 39, desires 
to purchase a General Motors Agency 
with a 200 to 300 car potential. Can 
furnish satisfactory information on ex- 
Perience and qualifications. Box 813, 
c/o Automotive News, Detroit 2. 





TRUCKS WANTED 











Will purchase any amount used 
tractors or trailers all models, sizes 


week. Call or write Sam Murray, Ford] OF make. 


Dealer with Engine Rebuilding Depart- 
ment. 1917 Biscayne Blvd., Miami 36, 
Fla. Tel. 9-275/. 


TWO EXPERIENCED FORD MECHANICS 
with tools who contemplate coming 
south for winter. Can make from $75- 


$100 a week. Call or write Sam Murray,| FORD DEALER WILL purchase 


Ford Dealer, 1917 Biscayne Blvd., Miami, 
36, Florida. Tel. 9-2757. 


PARTNERSHIP WANTED 


EXPERIENCED EXECUTIVE, 37, desires 
partnership in established dealership or 
will buy deal of 200 car potential. Can 
furnish satisfactory information on ex- 
perience and qualifications. Box 804, 
c/o Automotive News, Detroit 2. 





POSITIONS WANTED 





U. S. BEST TRUCK SALES 
1689 Bedford Ave., Brooklyn, N. Y. 





any 
amount new 1944 Ford trucks on profit 
sharing basis. LASKY MOTOR CAR 
CORPORATION, 90 Montrose Ave., 
Brooklyn 6, New York. 


WILL PURCHASE ANY NUMBER of 
1944 New Ford trucks. Steel City Mo- 
tors, Inc., 3131 Forbes St., Pittsburgh, 
Pa. MAyflower 8844. 





USED CARS WANTED 








SEVEN PASSENGERS, limousines, large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC, 


Lansing, Mich. 


MAN 39 yrs. old with 12 yr. business!) ,7—_ MODEL CARS in good condition. 


and sales management experience wishes 
to make connection with auto mfg. or 
large dealer as District Manager or 
Sales Manager. Address Box 808, c/o 
Automotive News, Detroit 2. 





CAPABLE MANAGER available January 
with | CRANKSHAFT 


1st. Twelve years experience 
Chevrolet dealer. Prefer South or Mid- 
west. Would be interested in partner- 
ship. Box 807, c/o Automotive News, 
Detroit 2. 


Will purchase dealer’s complete stock 
and equipment. Bill’s Nash Sales & 
Service, Watertown, N. Y. 


MISCELLANEOUS 











Grinding & Metallizim 
JOHN P. HUGHES MOTOR CO., INC 
801 Commerce, 8t., Lynchburg, Virginia 








of * COLLECTION ANTIQUE AUTOMOBILES. 


EQUIPMENT WANTED 


ONE HOLMES towing cradle, state cash 


Webster Motors, Lid 
8., Sherbrooke, Quebec. 


price. 
8t., 


Wellington 
Canada 


AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 
at 10:30 a.m. 
Every Tuesday — Rain or Shine 


Used Cars and Trucks On Hand 
At All Times 


FOR DEALERS ONLY 








WE BUY WE SWAP WE SELL 
COME BUY COME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 
Cairo, Mil. 


Send for 


Exceptional advertising value. = 


list. Consolidated Equipment Co., 
Lexington Ave., N.Y.C. 





1941 INDIAN three wheel Servi Car. 
Progressive Motor Sales, Inc., 3417 
Reading Road, Cincinnati 29, Ohio. 
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| Many of you dealt first in Old Dobbin, 
then the Automobile, now the Airplane. 
Get on the inside track of the biggest 
thing in the transportation business— 
and all the capital required is about 
$2,000. (We can arrange floor plan 
for you.) 


Eddie Meyer's 
Airplane Auction 


We sell Te every 6 minutes. (15 
Planes sold to used car dealers last 
sale.) 

Your cars taken in trade. 

Spend a day and learn— 


Saturday, Nov. 25th at 2 P.M. 
METTETAL AIRPORT 


Joy Road at Lilley, Detroit, Mich. 
(12 miles West of Detroit's City Limits.) 


Sale conducted by 


Eddie Meyer Airplane Auction Co. 
9850 Livernois Detroit (4), Mich. 
Phone Northlawn 9650. 


EPARTMENT 


mbers as 
Plate: ead 2 
gaan 

Ads: $7 


oe tk oe 


Wacos—Stinsons 
Aeroncas—Tay lorcrafts 
Ryans—Fairchilds 
Cessnas—Piper Cubs—etc. 
from °34 to °43 





EX-SERVICE MEN 


Automotive News will gladly 
insert Position Wanted ads 
in this section, free of charge, 
for men or women who have 
been honorably discharged 
from military service, provid- 
ing applicant furnishes (1) 
proof of honorable discharge; 
(2) reference as to former 
connection with any branch 
of the automotive industry. 
Welcome home; there’s a job 
waiting for you somewhere 
among our readers! 


PARTS FOR SALE 


NOTICE—We have 1942 CHEVROLET 
PARTS: Doors, Trunk Lids, Upholstery, 
Hardware and Glass, 40°; to 60°, off 
list. Write for free complete price list 





. Cc -Lewis Co., Inc., 238 B iway, 
George M. Slocum, Publisher.| Revere 51. Mass. 
DODGE AND PLYMOUTH PARTS 





Complete stock worth $10,000 wholesale, 

F.O.B. Trenton, N. J. Lists available, 

bids wanted. Norman P. Druck Motor 

630 E. State Street, Trenton 9, 
s Oe 


TRUCKS FOR SALE 


3 NEW STAKE BODIES for 134 inch WB 
trucks $150 each, FOB, Youngstown, 
Ohio, L. F. Donnell, Youngstown, Ohio. 


WANTED—1940 Bantam 
assembly. Will pay 
Write J. O. Terrell, 
Portland 16, Oregon 


motor or block 
top cash price. 
Rt. 15, Box 1750, 


WE HAVE 9 hydraulic 2% ton dump 
bodies in good shape. Will sell @ $125 emp tntarapennmenasents 
each or lot for $100 each, F.O.B. Pat's 
Auto Wrecking, Bay Street Extension, PARTS WANTED 
Savannah, Georgia. ee 


WANTED RIGHT and LEFT DOORS com- 
plete for 26-28 Pontiac sedan coupe 
Wanted, three 1942 front floor mats 
Jaeger Motor Car Co., 1841 N. 27th. St., 
Milwaukee 8, Wisconsin. 


a 


WANTED TO BUY 
main bearing pouring jigs, 
drive. Braxton Auto Parts, 
ville, N. C. 





BUSINESS FOR SALE 


EXCEPTIONAL OPPORTUNITY to engage 
in the auto sales and repair business. 
Building located in the heart of an in- 
dustrial city of 50,000, thirty miles from 
Chicago, having 100 foot front by 66 
feet, three concrete floors having eleva- 
tor. A_ street level glass front show 
room can be had. Will sell or make long 


connecting rod and 
also reamer 
White- 





term lease. Address Box 811, c/o 
Automotive News, Detroit 2. EQUIPMENT FOR SALE 
FOR SALE—Cement block garage, 100 Xl por gaLE: 12 white and blue trimmed 


50 with a 32 x 32 foot addition, one 
story, Dodge and Plymouth agency in 
well developed territory, a moneymaker, 
reason for selling, of owner. 


enamel parts bin front panels in excel- 
lent condition. 5 two post free wheel 
type lifts, 20,000 Ib. capacity, complete 


age 
Lo with pipe, valves, fittings. Placed, but 
slain laae See ." 7 never used. 16 new two ton, two speed 


hand winches with 7 foot booms and 
45 foot steel cable and hook. Full de- 
tails upon request. DRAPER CHEVKv- 
LET COMPANY, Saginaw, Michigan. 


BUSES FOR SALE 








FOR SALE: Two new 1944 Chevrolet 





UNIVERSAL TOOLS 10 piece set: Brake 
achool buses. 45 passenger, $200 under | “Spring. pliers, con-rod_ socket, CELTEE 
CHEVROLET COMPANY Saginaw pliers, Carburetor jet wrench, brake 
Michigan r . adjusting wrench, long valve bar, diago- 

- nal cutters, needle nose plier, screw- 

iia driver, vise-grips. $19.85. Remit with 

USED CARS FOR SALE order. Other tools you need now? We'll 

ship COD promptly. DEALERS TOOL 

ie a ce ee SUPPLY, 1527 Grand Ave., Kansas 
City, Mo. 





2—24 INCH PITTSBURGH REFLECTOR 


Wholesaling 150 Cars— 


| 1937 to 1942 Models flood lamps, no glare lens, mirror 
reflector, five new 1,000 watt globes 
All cars reconditioned and ready to go. Vincent Garage, Jerome, Penna 


Best shipping facilities in the country. 
Make this your wholesale headquarters 
when in Cleveland, Ohio. 


OHIO AUTO SALES 
Used Cars 
Wholesale and Retail 
4307 Euclid Ave., Cleveland 3, Ohio 
Endicott 0952. 


ALLEN MOTOR ANALYZER. Bean caster 
& camber outfit complete with rock 
bending tools and oulijui board correction 
table. Also other equipment. Progres- 
sive Motor Sales, Inc., 3417 Reading 
Road, Cincinnati 29, Ohio. 


FOR SALE Tow-Bars. Wayne Tool Co., 











500 W. Lincoln Ave., Rochelle, Ill 
WHOLESALING ENTIRE STOCK 40]STEEL PARTS’ BINS-—all_ sizes, as- 
1937 to 1942 cars. Norton Motor Sales, sembled or knocked down. Write for 
6911 Carnegie Ave., Cleveland, Ohio. prices. INGRAM & MARTIN, Mans- 
Tel. He. 7380. field, Ohio. 
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Celebrate Silver Jubilee... 


Minn. Dealers Warned 
To Get House in Order 


MINNEAPOLIS.—More than 400 
members of the Minnesota Automo- 
bile Dealers Assn. who attended 
their twenty-fifth annual conven- 
tion at Radisson Hotel last week 
were told that the time has come 
for a potent postwar market that 
will bring wide-open competition. 

Several pertinent facts were 
brought out by speakers at the 
convention — new-car production 
may start early in 1945; volume of 
four to six million units a year 
will be required at the beginning 
to meet demands; the demand will 
not be such as to discount need of 
effective sales _ representation; 
prices will be above prewar levels, 
and federal price controls will be 
continued for an indefinite period 
after the war ends. 


Expectations that the abundant 
market may not come to the 
dealer without any effort on his 
part were voiced by David Kelly, 
president of the National Auto- 
mobile Dealers Assn. 

Kelly urged the dealers to con- 
sider now the need of arrange- 
ments for building of a postwar 
sales force, regardless of the many 
prophets who are insisting that the 
demand will be such as to play 
down the need of good salesmen. 

“Most dealer thinking is along 
the line of raising the standard of 
compensation to attract a high 
type of salesman,” Kelly said. 

He called on the men to go to 
the NADA with the problems they 
encounter in trying to maintain 
auto equipment that now is four 
years past the average age since 
the automobile became a popular 
means of transportation. They were 
told to find out what parts short- 
ages existed, what supplies were 
critical, and what means there was 
of obtaining manpower relief, espe- 
cially in the line of skilled me- 
chanics. 

Kelly said that one major issue 
to be threshed out is that of 
proper distribution of surplus 
Army cars and trucks. He point- 
ed out that the federal agency 
in charge of those surpluses is 
willing to cooperate with dealers 
to facilitate the flow of, units 
from Army to dealer for recon- 
ditioning and transfer to essen- 
tial users. 

Truck production for civilians in 
1945 will be about four times as 

great as 1944, he said, and will in- 
clude about 20,000 light models. 

He told the group that the an- 
nual NADA convention in Chicago 
in January will reflect the com- 
mon interest of dealers in new 
labor-saving service equipment 
and that a complete line of all 
ultra-modern facilities will be 
shown. 

Additional warning on the need 


Hudson Boosts 
Young in West; 


Grove Shifted 


DETROIT. George H. Pratt, 
general sales manager of the 
Hudson Motor Car Co., has an- 
nounced the promotion of W. E. 
Young to the post of Pacific divi- 
sion sales manager in Los Angeles 
to succeed Howard P. Grove, who 
has been named sales manager of 
the new Northeast division in New 
York. Young was formerly Den- 
ver zone manager. 

Clifford C. Jones, who served as 
assistant in the Los Angeles zone, 
which also was headed by Grove, 
has been promoted to the post of 
Los Angeles zone manager. 

Fred Blaich, former city sales 
manager for Hudson in _ Los 
Angeles, has been promoted to the 
post of assistant zone manager in 
the Los Angeles zone. 

Boxley Cole, who has been affili- 
ated with Hudson sales in Colorado 
for many years, has been promoted 
to the Denver zone managership to 
fill the vacancy caused by Young’s 
transfer. 


Obituaries: 


Robert B. Milne 
COURTNEY, N. D.—Robert B. Milne, 
63, owner of the Courtney Motor Co. 
here, died. 


of rebuilding for the postwar 
period came from N. C. Dezendorf, 
director of the distribution staff of 
General Motors. Corp. 


“The postwar world will be 
shaped by what we do now,” Dez- 
endorf said. “We must bring grad- 
ual improvement—evolution not 
revolution—by selecting segments 
of our business most susceptible 
to improvement. Re-establishment 
of a retail selling force is the most 
important. Rebuilding of business 
through modernization and expan- 
sion also is vital to future success. 

“Bold and courageous planning 
is necessary for the continued lead- 
ership of the auto industry. We 
must do the job better than it was 
done before. To do it the same 
would be to get the same results.” 


Dezendorf said that, conversa- 
tionally, factory men expect re- 
sumption of civilian passenger 
car production early in 1945, but 
added that it may be another 
year before all federal restric- 
tions are off and the industry | 
can return to competitive prac- 
tice. | 
He predicted a need of 13 to 14 
million cars in the first three years 
of renewed output to supply the 
postwar deficiency and_ replace 
worn out machines now in opera- 
tion. 

The government angle was pre- 
sented by Don H. Smith, chief of 
automobile and parts section of 
the Office of Price Administration. 
and former Minneapolis auto 
dealer. 

Smith told the dealers that 
price control still will be one of 
the most important jobs after 
resumption of civilian auto manu- 
facture. 

“Records have shown us that 
the heaviest price damage in the 
last war was done after Armistice 
day,” he said. “An indefinite period 
of price control will be necessary 
after the next armistice until the 
supply nears the demand.” 

Smith claimed that the price 
ceilings have bolstered public confi- 
dence in the pricing structure of 
used cars and have served to 
stimulate those sales. “It has taken 
the uncertainty out of the public 
mind regarding the value of used 
cars and it also has_ served to} 
keep transportation in the areas 
in which it originally was placed.” 

In pleading with the dealers to 
be lenient toward the federal re- 
strictions, Smith explained that 
salesmanship has not been elimin- 
ated by the controls, inasmuch as 
the ceilings are set solely on year 
and make of car. As is often the 
case, he stated, the condition of a 
car can alter its value, regardless 
of age and type, and that is a 
matter that still is left to the sales- 
man. 

The anti-federal view was 
taken by Edward Payton, Cleve- 
land trade analyst, who pointed 
out, as an example, that Minne- 
sota has been “badly shorted” in 
gas rationing for trucks and cars. 

Payton compared the 260 gallon 
average for Minnesotans during 
the first six months of 1944, with 
the 1,160 gallon average granted 
Texans. He quoted R. J. Majewski, 
director of the Petroleum Institute 
and a member of the Petroleum 
Administration for War, as report- 
ing that the ration must be in- 
creased or refineries, lacking stor- 
age facilities, would be forced to 
dump their product. 

The analyst held that the entire 
principle of rationing was unsound, 
pointing to differences in annual 
consumption in various parts of 
the country. Rationing of gasoline 
should take these differentials in- 
to consideration, he stated. 

Payton estimated that approxi- 
mately 22,500,000 cars are on the 
roads in America today, and said 
that the absolute minimum number 
needed was 22,250,000. 

“Manufacturers will start 
building cars early in 1945,” he 
said. “Manufacture will be under 
compulsion of necessity whether 
the war is over or not. If the 
need for trucks and private cars 
is great, they must be built.” 

He estimated that 5,000,000 cars | 
have been scrapped since Pearl 
Harbor, but warned that increas- | 


ing age would speed the rate of 
obsolescence and scrapping. 


Floyd A. Whitaker, of Minne- 
apolis, was elected president of 
the organization to succeed 
George F. Ziesmer of Mankato. 
Whitaker told the dealers of 
plans for district meetings 
throughout the state during the 
coming year and stressed the 
need for greater organization 
and of thoroughly acquainting 
dealers with government regula- 
tions. 


Other new Officers included John 
Rihm, St. Paul, first vice-president; 
J. L. Johnson, Montevideo, second 
vice-president; Norbert Koppy, St. 
Paul, secretary, and H. E. Warren, 
Minneapolis, re-elected treasurer. 


New directors are E. M. Saul, 
Crookston, and Palmer Hegvold, 
Duluth. Holdovers on the board are 
Herb R. Connor, Bemidji, and Ed. 
G. Usem, Austin. Glenn B. Atche- 
son of Minneapolis, is general man- 
ager of the association. 


The two-day conclave wound up 
with a banquet attended by more 
than 700 persons and a program of 
vaudeville and dancing. 


Peed Retires 


As DeSoto 


Vice-President 


DETROIT.—LeRoy G. Peed last 
week announced his retirement as 
vice-president of DeSoto. Peed said 
he will leave pub- 
lic life and de- 
vote himself to 
handling his own 
personal affairs. 
He has been vice- 
president of De- 
Soto since 1931. 

Entering the 
automotive field 
as an apprentice 
mechanic in 1907, 
Peed advanced 
in three years to 


LeRoy Peed 
the post of fac- 


tory mechanic on the road for the 


Maxwell-Briscoe plant in New Cas- 
tle, Ind. In 1911 he was sent to 
Denver for experimentation on the 
carburetor and effected a complete 
redesign. 

When the Maxwell Motor Car 
Co. was formed in 1914, Peed was 
chosen experimental engineer for 
Walter Flanders, president of the 
firm. There Peed is said to have 
written, produced and filmed the 
first large scale commercial movie 
made for industry. 

Peed resigned from Maxwell to 
become New York branch manager 
for Willys-Overland in 1917. Fol- 
lowing service in the Quartermas- 
ters Corps in World War I, he re- 
turned to Willys in 1919 as assist- 
ant eastern regional manager. 
Willys appointed Peed general sales 
manager in 1923, in which post he 
remained until 1928. 

In that year Peed joined the 
Chrysler Corp. as general sales 
manager of the DeSoto division. He 
received his final promotion to the 
vice-presidency three years later. 


Bouncing Putty 
New Synthetic Rubber May 
Bring Lifetime Tires 
NEW YORK.—Automobile 
tires that will serve their own- 
ers for a lifetime became a dis- 
tinct possibility last week, ac- 
cording to General Electric, 
which announced development 
of an “indestructible” synthetic 

rubber. 

The new rubber is a silicone, 
made chiefly from sand, the 
same base used in the manu- 
facture of glass. It was revealed 
by Dr. A. L. Marshall, General 
Electric scientist, who perfected 
its development. 

But it is the form of the new 
product which stamps the rub- 
ber as altogether different from 
any other, according to GE. The 
color is snow-white, and the tex- 
ture is that of soft taffy candy. 

This “bouncing putty” can be 
mauled and pulled to pieces in 
its raw form, but when it is 
rolled up and dropped, it sud- 
denly turns elastic and bounds 
back up with the speed of a 
golf ball, it is claimed. 

Besides being virtually inde- 
structible, the “bouncing putty” 
will be cheap—only 10 cents for 
a wad the size of a golf ball, it 
is announced. 


Ellender Bill, 
Roads Studied 
By Congress 


WASHINGTON. — Members of 
Congress are back in the Capitol 
again for the final month’s work 
of the present session. Among the 
important pieces of legislation to 
receive attention, possible at an 
early date, is the Ellender rubber 
tire bill restricting tire manufac- 
turers from operating retail outlets. 
This is due to be reported by the 
Senate banking and currency com- 
mittee. 

Another measure of importance 
to the automotive world is the 
Senate-approved $1,475,250,000 post- 
war roads measure. Whether the 
House will take this up at once is 
uncertain. However, there is some 
disposition not to hurry its con- 
sideration for the reason that the 
end of the war now appears to be 
farther off than it did the past 
summer and, according to those in 
authoritative positions, it can well 
be held over until the 79th Con- 
gress meets in January. 


Still other matters of interest to 
the motor industry are amend- 
ments to the surplus property ad- 
ministration act. 


It is not considered likely either 
that liberalization of the war mo- 
bilization and reconversion act will 
be accomplished before adjourn- 
ment of the retiring 78th Congress. 

It is not expected there will be 
any real fight on legislation to 
continue the emergency powers 
given the President under the Sec- 
ond War Power Act which expires 
Dec. 31. 


While little or no business was 
expected to be transacted in the 
first several days, administration 
spokesmen indicated that there 
would have to be a speed-up dur- 
ing the remaining time to pass the 
“must” measures. 


Although a postwar Federal tax 
program is expected to be ready 
and might be passed by Congress 
during the coming year, Senator 
George, of Georgia, chairman of 
the Senate Finance Committee, de- 
clared that there was only the re- 
motest chance that it would be- 
come effective before 1946 at the 
earliest. At the same time he vir- 
tually scotched the possibility that 
there might be a tax reduction in 
1945. 


Planck Gets Ford 
Richmond Post 


DEARBORN, Mich. — Promotion 
of Emerson Planck to manager at 
the Ford Motor Co.’s Richmond 
(Va.) branch is announced by J. R. 
Davis, director of sales and 
advertising. 

Planck has served as assistant 
manager at the Washington (D. C.) 
branch since May, 1941. He joined 
Ford at Chicago in December, 1922. 
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| GM, Chrysler 
Offer Aid 


To Veterans 


DETROIT. — Proposals to aid 
veterans in obtaining postwar em- 
ployment were submitted last week 
by General Motors and Chrysler to 
UAW-CIO officials. Both firms are 
negotiating with the union on new 
contracts. 


The proposals, which apparently 
will meet considerable opposition 
from the UAW, are: 


1. General Motors would give re- 
turning war veterans, who never 
worked in manufacturing plants 
before the war, seniority rights 
above those who have been hired 
since May 1, 1940. 


2. Chrysler would give veterans 
similar seniority rights, except 
that new veteran employes shall 
be on six-month probation after 
being hired. 

Chrysler also proposed that the 
union pay its representatives for 
time spent during company work- 
ing hours on union activities. 
Since 1939 the company has paid 
union representatives more than 
$1,000,000 in wages for time they 
were not doing regular work, it 
was stated. 


What do you want to buy, sell or 
trade? See Classified Want Ads, in- 
side back cover this issue. 


Dealer Goodwill Argued 


Federal Court at Seattle to Decide 
Its Value in Income Dispute 


SEATTLE.— The “goodwill” 
phase of an automobile dealership 
has at last been taken into the 
federal courts. S. L. Savidge 
(Dodge-Plymouth distributor), has 
refused to consider a_ proposed 
$22,938 levy against the 1941 in- 
come, growing out of the dissolu- 
tion of S. L. Savidge, Inc. 

Trial was before Judge Arthur 
J. Mellot of Washington, D. C., in 
the U. S. tax court, division of the 
federal courts here. 

The organization was disincor- 
porated as of July 31, 1941, becom- 
ing S. L. Savidge Co., with the 
actual ownership unchanged, it is 
claimed. 

At the trial Savidge contended 
that the dealer good will is at- 
tached to the franchise and that 
an auto agency without a fran- 
chise is without such good will. 
In this he was supported by 12 
Seattle dealers, all competitors. 

The testimony was taken under 
advisement and an early decision 
is expected. It will be of far 
reaching importance, as it will 
affect automobile dealers through- 
out the United States, as well as 
some other lines of business. 
Similar cases still are pending in 


the revenue department, although 
during the past three or four 
years, other dealers have settled 
out of court, at _ substantial 
discounts from _ the _ proposed 
assessments. 

When the corporation was dis- 
solved, a representative of the in- 
come tax division, seeing that this 
firm did a large volume of busi- 
ness, running around $5,000,000 
Over a period of years, declared 
that this was big business, and 
that there must be a_ good-will 
value involved. Later the govern- 
ment computed such good will at 
$204,000. This was considered in- 
come for the corporation during 
1941. Thus the assessment was 
made. 

This is the first case, as far as 
known here, that has come to trial, 
so the decision is anxiously 
awaited. The contention is that 
as the franchise contract with the 
manufacturer is subject to ninety- 
day cancellation by the factory and 
since the franchise cannot be sold 
or attempted to be sold, the good 
will has no value. This, it is 
argued, applies to anyone selling a 
specialty item under similar can- 
cellable contracts. 
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